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LOCAL AND/OR GENERAL:  
News and Events from the Valley and Beyond  

the BEAS- NEEDS 

May 2010 

newsletter  

NETWORKING THE CLARENCE  

BACK IN GRAFTON IN MAY  

Call 6642 9700 to book your spot!  

Join C-BEAS and our Sponsor Partner Walkers Marina Hotel for 
an hour of networking with other local business operators.  

Come to the newly opened Levee Wall restaurant inside Walkers 

for some finger food, the chance to win a lucky door prize and the 
opportunity to meet new people and promote your business. 

Networking the Clarence is proving to be THE best after hours 

networking event in the Valley - why not be a part of it too? 
 

When:  Thursday 27 May, 5.30 -6.30pm  

Where:  Walkers Marina Hotel, cnr Through and Skinners 

 Streets, South Grafton (in the Levee Wall restaurant)  

Cost:  $5.00 per person payable on the night  

RSVP:  Di Ford on 6642 9700 or email projects@cbeas.org.au  

Check out the wrap up of last monthôs event in Maclean - page 8 



 PURPLE COW:  Sales and Marketing  

FIVE LOW COST MARKET ING IDEAS  
Spending hundreds or even thousands of dollars on advertising is really not the soloists' idea of 

effective marketing. Try some of these low cost marketing ideas instead.  

1. Article writing  

Article writing will not only ensure you become an expert in your chosen field, it gives you great exposure 
for your business. Once you have chosen a topic to write about, ensure your article includes lots of tips 
and ideas that readers can take away to put to use. 

2. Strategic alliances  

This entails forming partnerships, formally or otherwise, with other businesses that target the same    
market as you. For example, a baby photographer could ally with a baby clothes shop or a baby bedding 
business. All three of those target mothers with newborns, and could work together to ensure referrals 
are passed on. 

3. Newsletter swaps  

ñWorking together with other like-minded businesses can also mean swapping 
spaces in each others newsletters.ò  

Working together with other like-minded businesses can also mean swapping 
spaces in each others newsletters. Ensure you put a good offer that each        
business can give to their database. This will help you to grow your own. Just   
approach another business and ask to swap. Be careful that your databases 
match up in numbers. Itôs no good approaching someone who has 2,000 on their 
database if you only have 100. Make it win - win at all times. 

4. Press releases  

These are an extremely valuable low cost marketing idea, but only if you have something to offer the   
media! Time and again Iôve seen people get a press release written, only to find that the media deem it 
un-newsworthy! Have an event, or tag onto a special occasion on the calendar.  

5. Networking  

Online forums and offline events are always extremely effective tools, provided you donôt join up solely to 
find customers. Networking is primarily about building your credibility, learning off others and basically 
getting your name out and about. Expect to give your time and expertise and donôt expect a customer 
every time. Focus instead on having fun, meeting new people and developing a reputation. 

Whether you are in business by yourself, or employ one to two people, every business will benefit from 
low cost marketing. Take at least two of the above low cost marketing ideas and implement them in your 
business today. 

Sure, you could spend thousands of dollars on marketing. But maybe when you try some of these   
strategies, you will realise that you donôt need to! 
  Source:  www.flyingsolo.com.au
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 SWITCHED ON - Information Technology  
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I just saw a very disturbing statistic: 93% of companies that suffer a significant data 
loss are out of business within five years. That's from the U.S., but data loss    
doesn't care about national boundaries. Small to medium sized businesses are 
especially vulnerable if there is no in-house IT staff, which is often the case. 
Whether from a hardware failure, natural disaster, virus, or just plain human error, 
the risk of losing data is a business crisis waiting to happen for companies that do 
not manage the backup process well. 
 
Though most businesses have some backup plan, there is often a gap between plan and reality. When backing 
up is not someone's primary responsibility, it's too easy to let that slide in favour of some other pressing task. But 
even when people have good solid backups they do not always take that extra step and test the backups. Have 
you ever tried to restore files from a damaged tape? Or perhaps from a tape that is taken offsite for safety (good 
idea) but not available when it's needed (bad idea.) And even backups to other media are only as reliable as the 
people and the media they depend on. 
 
The thing is, there just is no excuse anymore for not backing up all your data regularly. With on line backup       
services you can delegate this important function to a company that thinks of nothing but securing, storing, and 
restoring your data. You can schedule online backups to run automatically to the provider's server, with no        
interruption to your business. 
 
The data is secured by encryption both during the backup and while stored. And if you need to restore a file, it's 
generally available in minutes. What if you have staff scattered around the globe, each with a PC full of important 
data? There are systems for that, too, so that your data can be safeguarded wherever it happens to be. A PC with 
an Internet connection can also recover those files when needed. And, of course, your data is automatically 
stored offsite for added protection. 
 
There is a variety of service levels for online backup, so even a small company with a limited budget can find a 
cost effective solution. Whatever the cost, it is sure to be a bargain compared to recreating lost data. It's some of 
the least expensive business insurance you can buy. 
 
Get started today! 

Source: www.smallbusiness.yahoo.com.au  

BACK UP OR BREAK UP  

PAUL LYNCH TO TAKE O N NSW IT PORTFOLIO  
NSW has a new minister to oversee the state's information technology affairs, its fifth in 37 months.  

NSW Aboriginal Affairs Minister Paul Lynch has been given responsibility for IT strategy after the spectacular resignation of  
David Campbell resulted in a last-minute Cabinet reshuffle. 
Premier Kristina Keneally scrambled to rearrange the decks last night when her transport minister suddenly quit for personal 
reasons. 
Commerce Minister John Robertson takes over Mr Campbell's transport portfolio.  
Mr Robertson' energy, public sector reform, industrial relations and commerce duties has been handed to Mr Lynch. Technol-
ogy and communications expenditure falls under the commerce banner. 
Mr Lynch inherits the four areas from Mr Robertson over and above his aboriginal affairs ministerial duties. 
It will be incumbent upon Mr Lynch to deliver a laundry list of promises the government has made on IT reform, especially its  
pledge to deliver $565 million in technology cost savings from the People First project by July.  
Former union boss Mr Robertson hasn't had much time to get his feet wet, being given the Commerce mantle only five months 
ago. 
He was handed the duties when Ms Keneally made cabinet changes last December. At that time, Jodi McKay was in charge of 
commerce. 
Ms McKay spent less than three months in the job. 
Carmel Tebbutt was Ms McKay's predecessor but only lasted one year from September 2008 as minister of commerce. 
Ms Tebbutt replaced Eric Roozendaal when he became Treasurer. He ran commerce for 17 months. 
A spokesman for the Department of Services, Technology and Administration, which falls under Commerce, said it was 
"business as usual" when asked to comment on Mr Lynch's expanded responsibilities. 

Source:  www.theaustralian.com.au  



WHAT CAN YOU DO TO BE  THE HIGHLIGHT OF  

SOMEONE'S DAY?  
The highlight of my day today (as sad as this may be to admit) was when our printer cartridge got returned 

from being refilled.  Why? 

Because I know every time Tasmanian Printer Cartridge Company returns one of our cartridges they also 

tape a little packet of chocolates inside the package and today I got the cartridge returned to me (which I 

took as carte blanche to eat the tiny chocolates all by myself). 

Now, I know this is only a tiny thing, and it's not the highlight of my day every time it happens - but it always 

brightens my day significantly.  And what does this highlight set them back? 20c perhaps? 20c to ensure 

that I am ALWAYS happy to see them. 20c to guarantee that I'm always far 

more excited about my chocolate treat than I am about the $70 invoice that 

came with it. 

That's a fairly good return on money spent if you ask me. 

Source:  www.smartcompany.com.au  

 

BEGGING FOR MORE - Customer Service  
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HARDLY WORTH THE EFF ORT 

In most fields, there's an awful lot of work put into the 

last ten percent of quality. 

Getting your golf score from 77 to 70 is far more difficult 

than getting it from 120 to 113 or even from 84 to 77. 

Answering the phone on the first ring costs twice as 

much as letting it go into the queue. 

Making pastries the way they do at a fancy restaurant is 

a lot more work than making brownies at home. 

Laying out the design of a page or a flyer so it looks like 

a pro did it takes about ten times as much work as 

merely using the template Microsoft builds in for free, 

and the message is almost the same... 

Except it's not. Of course not. The message is not the 

same. 

The last ten percent is the signal we look 

for, the way we communicate care and 

expertise and professionalism. If all 

you're doing is the standard amount, all 

you're going to get is the standard      

compensation. The hard part is the last 

ten percent, sure, or even the last one 

percent, but it's the hard part because 

everyone is busy doing the easy part already. 

The secret is to seek out the work that most people be-

lieve isn't worth the effort. That's what you get paid for. 

   Source:  www.sethgodin.com  

GRAFTON CHAMBER OF COMMERCE 
AND INDUSTRY 

 

The next meeting of the Grafton Chamber of 

Commerce and Industry will be held:  

Date:  Wednesday 26 May 2010  

Time:  5.30pm 

Venue:  Caringa Enterprise Inc  

 (meeting rooms)   

 Cnr Through and Wharf Streets  

 South Grafton  

THE KIDS OF THE CLARENCE NEED YOUé  

 

 

 

 

 

and one day, you might just need themé 

Our kids really are our future and, in a small             
community, employment options can be limited.  When 
youôre just getting started, a helping hand can make all 
the differenceé. 

 

School-based Apprenticeship and Traineeship Programs 

To find out what CareerLink can do for you and our kids 
email mary.hunter@det.nsw.edu.au or                     

phone 6641 5042  



 FEMALE FOCUS - Women in Business  
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Women Entrepreneurs:  
5 Tips For Starting Your Home Business  

 

Women entrepreneurs are on the rise despite the rocky, uncertain economy. The Center for Womenôs       
Business Research says that the number of woman-owned businesses continue to grow. If you talk to most of 

those women they will tell you that being a woman in business is an asset. 

Starting a home business is really a great way with which to make your business startup more affordable. 
Bootstrapping your startup, which simply means financing it yourself, is the quickest way to get your idea off 

the ground. 

Here are five tips to inspire you as you contemplate starting your own small home based business: 

1. Create a business plan.  

Even if you are not seeking traditional financing, writing even a bare bones business plan will give you a    
blueprint from which to work.  It will direct you with your planning and help you to manage your expenditures. 
Taking the time to sit down and map out your ideas will help you to set goals, focus your energy and manage 

your time. 

2. Manage Your Money.  

As soon as you launch your business make sure that you have a separate business banking account. If you 
are not good at handling the books, hire an accountant to set up and handle your business recordkeeping for 

you. 

At the outset look at your expenses and decide how much money you need for the business to generate. Set 

realistic goals and work towards shattering those goals then follow up by setting even bigger ones. 

3. Mentor Coach  

If you want your business to grow quickly while avoiding some of the pitfalls that can affect many start ups, 
seriously consider hiring a coach or finding a mentor. The advice and counsel that they give you should make 
the expense of hiring them well worth while. Most successful business people have mentors that they can go to 
for guidance because they have already achieved similar goals and earned the income that you are aiming to 

achieve. 

4. Network like your life depends on it.  

Network online using social media websites like LinkedIn, Facebook, and Twitter to get lots of good exposure 
for you and your brand online, but donôt neglect the power of in-person networking. Get connected to local 

small business networking groups in your area and attend their meetings.   

5. Promote, promote, promote!  

Use lots of creative ways to promote yourself and your business so that you are in front of your ideal           
customers every chance you get. A marketing and promotion plan is an integral part of your overall business 
plan. Donôt indulge in thoughts of being a shy, retiring wall flower because youôll never attract customers and 
clients that way. Show the value that you add and be a resource so your ideal customers will seek you out. 

Constant promotion makes it easier for interested parties to find you. 

Women entrepreneurs tend to be resourceful, so try to find a womenôs business group to get involved with 
where you can share ideas and resources with other business women. Take action on these tips today        

because the world needs what you have to offer right now. 
Source:  www.bestsocialmediamarketingtips.com  



   MONEY BAGS - Finance  

 Page 6 

WE PROMOTE 
YOU! 

Did you know that C -BEAS 
can devise, implement and 
manage your marketing 

and PR campaign?  

Whether you want to promote a one off event, 
create some buzz for your business or        
establish an ongoing media presence,            

C-BEAS will get the word on the street. 

If youôd like us to tell everyone how great 
you are, call Allan Sams or Di Ford on     

6642 9700 or email projects@cbeas.org.au  

  WE WILL MAKE  A LOSS BUT ITôS BECAUSE  OUR  

 BUSINESS IS GROWING, SHOULD I BE ALARMED ? 

So, will you finish this financial year making a profit? Will you turn a loss because you are "investing in the future"? 

Or did you have a bad year? 

Depending on which conversation you are having the same bottom-line could be explained as all three. With a bit 
of creative accounting most businesses can play around with their numbers to tell pretty much any (unaudited) 
story they want. But when it comes down to how you review your results this year you will want to tell yourself the 

unexpurgated truth. 

It's common for businesses that are growing rapidly to make all sorts of investments for the future which, under 
usual accounting rules, will hit the profit and loss account in the year in which it is incurred, but for which the    

benefit will only be realised in future years. 

A common example of this is when a business makes a senior hire in the last few months of the year. A company 
that hires a new head of marketing may find themselves paying 25% of his annual salary this financial year but 

seeing no corresponding increase in revenue until the next financial year.  

Another example is when a company moves into new premises large enough to accommodate an anticipated   
increase in employee numbers, but which is currently looking a bit empty. The rental cost hits this year's profit and 

loss account even though the hires won't come on board for a few months. 

Accountants and lawyers fees are another source of costs expensed in the current financial year where the benefit 
is not realised until future years. Think about the costs incurred setting up an employee share scheme. The 
scheme put in place this year to improve employee retention, will reap its benefits - employees having a longer 

tenure with the company - gradually over many future years. 

All these little bits and pieces when jotted up in one's head can genuinely lead you to believe that if it were not for 
the fact that you making all these investments for the future, you would be presiding over a business that was 

making a healthy profit. 

But boy can we mislead ourselves over this by allowing vague mental arithmetic to work in our favour. 

So my suggestion this week is that you consider doing a quick "normalised profit and loss account". 

To create a normalised profit and loss you simple take the profit and loss as produced by your finance department 
and adjust it for expenses, like the ones above, that are genuine costs of growing. (I suggest you list them out and 

do a simple calculation to quantify each one.) 

Once you have completed your normalised profit and loss you can recalculate your result for the year. Is it still a 

loss? If so I suggest that it's time you stop using "growth" as an alibi for a poor year and refocus on your business. 

If, of course, if the normalised profit and loss reflects a profit, that's marvellous. With one proviso. It doesn't change 

the fact that investing in growth sucks up cash. But hey, that's an article for another day. 

Source:  www.smartcompany.com.au  


